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Listening to your clients’ concerns 
Rick Morgan and Loren Parsons, January 
Management system user groups provide a voice for system owners 
Nancy Doucette, February 5 
Getting comfortable with ergonomics Nancy Doucette, March 
What can desk top publishing do for your agency? 
Phil Zinkewicz, May 14 


Ajith Dissanayake, May 50 
Nancy Doucette, June 28 
Self-administered marketing software can reduce agent cost 
Phil Zinkewicz, July 16 
Premium financing by computer Phil Zinkewiez, August 44 
Agency automation—just handling usual transactions faster isn’t enough 
Phil Zinkewicz, September 24 
Direct mail that works Ajith Dissanayake, September 48 
Pen and display computers—crashing the keyboard barrier 
Nancy Doucette, October 18 
Agents question insurer support for automation at point-of-sale 
Phil Zinkewicez, November 48 
What are insurers doing to help agents automate the sales process? 
Phil Zinkewicz, December 22 
When your automation vendor’s screen goes blank 
; Nancy Doucette, December 30 


Ceverage Concerns 


A speaker’s guide to dealing with the industry’s public image 
Roy C. McCormick, January 32 
Failure to maintain primary limit specified in umbrella liability 
policy will penalize insured Roy C. McCormick, February 8 
Periodic review of personal property acquisiticas will minimize 
homeowners coverage problems Roy C. McCormick, March 71 
Answers to coverage questions about travel abroad 
Roy C. McCormick, April 36 
How flood damage may be covered when National Flood Insurance 
is not applicable Roy C. McCormick, May 24 
Commercial insureds must maintain protective safeguard system 
Roy C. McCormick, June 30 
Fluctuating inventories require proper choice of coverage options 
Roy C. McCormick, July 37 
Explaining ‘‘all risks’’ coverage concept to insureds can 
prevent later misunderstandings Roy C. McCormick, August 6 
Partners in personal risk insured and agent 
Roy C. McCormick, September 14 
Fraud losses of specified kinds are covered by homeowners policies 
Roy C. McCormick, October 30 
Flood insurance program expands eligibility for small businesses 
Roy C. McCormick, November 58 
Commercial crime exposure and coverage review is timely in face of recession 
Roy C. McCormick, December 38 


Critical Issue Report 


NAIC simplifies continuing education requirements: Takes other 
actions affecting agents Dennis H. Pillsbury, February 49 
Peat Marwick is optimistic about the future despite the numerous 
challenges faced by the industry 
Good news for agents: A competitor enters the insurance 
company rating game Dennis H. Pillsbury, May 48 
Alliance for Productive Technology (APT) hopes to break the 
logjam surrounding interface Phil Zinkewiez, October 8 


Consumer advocacy and insurance Part 1—How come nobody loves us? 
Dennis H. Pillsbury, January 8 





The first annual competition for the Rough Notes Marketing 
ME TUN A es Gri cied 05s oc Koc te se vesnecberetcees January 
The consumer movement speaks out—Part 2 
Dennis H. Pillsbury, February 
Some funny things happened at the forum—and there was some 
good news for agents Robert L. Stewart, February 
The fury of Hugo tests service capabilities of agents in the Carolinas 
Peggy Mika, March 
The rise of the CSR—Reversing the traditional agency pyramid 
Phil Zinkewicz, April 
Athens Insurance Center chosen Marketing Agency of the Year 
Thomas A. McCoy, April 
Agent responsibility in the aftermath of a loss 
Robert L. Stewart, April 
Boating season 1990: Merriment or mayhem? 
Robert L. Stewart, April 5 
Can no-fault cure tort system ills? ............... Phil Zinkewicz, May 26 
The buying and selling of agencies—what does the market look like? 
Kim Anderson, June 46 
Views from the Top: Aetna & State Auto ‘‘Are agency companies 
SI Ue IOUINEE TOOT. on oo Sino cc icc ceeespeessceseces July 6 
Motivating CSRs Peggy Mika, August 14 
Profiles in Leadership—Jeffrey M. Yates, executive vice president, 
Independent Insurance Agents of America .............. September 16 
Agents squeezed between unstable markets and client expectations 
Phil Zinkewicz, September 46 
Profiles in Leadership—Donald K. Gardiner, executive vice president, 
National Professional Insurance Agents November 11 
Passing on agency to family member has become costly under estate tax law 
Phil Zinkewicz, November 40 
Marketing agency of the year: The new competition 
Robert L. Stewart, November 42 
Workers compensation—developing a consensus 
Dennis H. Pillsbury, November 63 


The Light Side of Marketing 


The path down memory lane is sometimes hazardous 
Jack Younger, January 26 
The client who looks like a goldmine doesn’t always pan out 
Jack Younger, February 28 
Don’t put it off: Make time to look after #1 .....Jack Younger, March 62 
New in town? That doesn’t guarantee you’ve moved away from your past 
Jack Younger, April 24 
Adventures in retirement living—or keeping Margie from 
keeping up with the Joneses ...................08 Jack Younger, May 30 
Why didn’t you think of that? Jack Younger, June 18 
Words of wisdom and humor from a former 
bodily injury claims adjuster Jack Younger, July 20 
Agents would do well on stage—playing our multiple roles requires 
all the skills of an actor ....................0¢ Jack Younger, August 21 
When the long arm of the law grabs you by the scruff of the neck. . . 
Jack Younger, September 52 
Traffic school—A place to meet that little old lady from Pasadena. . . 
Part 2 Jack Younger, October 41 
Considering the importance of auto safety, an eight hour driving school 
is not a waste of time Jack Younger, November 20 
*Tis the season to be jolly but hosting an office Christmas 
party can be a mistake Jack Younger, December 32 


Promoting the image of protection, security, trust 
Richard L. Katten, CPCU, January 24 
Consumer's Bill of Rights and Responsibilities: What does it mean for us? 
Richard Yingling, CPCU, CLU, February 44 
Why the market should tighten—but probably won’t—in 1990 
Kevin P. Brooks, April 43 
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Loss costs are ready to roll 
Service: The imperative for the 1990s William Hager, July 
Accentuate the positive A. William Bailey, Jr., September 


Creative change for challenging times 
Tommy Sutton, CPIA, CPCU, November 


Marketing 


Carrying out a marketing plan with the help of a sales center 
Diane M. Litterick, January 
Upscale personal lines at Chubb—drawing on tradition and 
breaking with tradition Thomas A. McCoy, January 
Direct mail: dodging disappointment, disillusionment and disaster 
Robert L. Stewart, February 
A specialty company that expanded beyond its monoline label 
Dennis H. Pillsbury, March 
Computers are everywhere and so are the opportunities to cover 
them for your clients Len Strazewski, March 
A Providence Washington (PW Group) innovation might become 
‘*providential”’ for agents and insureds Robert L. Stewart, May 
ITT Hartford: Adding value to the independent agency system 
Dennis H. Pillsbury, June 
Agency advertising & marketing: Radio & television— 
Is anyone listening? Is anyone watching? ..................... July : 
Agents have no shortage of places to turn for marketing assistance 
Jim Carlin, July 
Agency advertising & marketing: Radio & television— 
Is anyone listening? Is anyone watching? Part 2 
An easing in the surety marketplace offers opportunitites for agents 
Dennis H. Pillsbury, August 
Marketing mission: How it can pay to “go back to school . . .”” 


Fred R. Mareen, May 


Helping hands in rural territories Len Strazewski, September 
Agency advertising & marketing—Outdoor advertising 
Robert L. Stewart, September 40 
Opening doors to life-health sales in a property-casualty agency 
Barbara Morris, October 20 
Continental sizes up the personal lines market . . . and finds 
some promising niches to fill Phil Zinkewicz, October 38 
Co-op advertising—help or hindrance? ............ Jim Carlin, October 52 
All agency public relations programs are not created equal 
Barbara Morris, November 12 
Kemper National’s marketing strategy revolves around ‘‘partner’’ agencies 
Thomas A. McCoy, November 28 
Agency advertising & marketing—Radio advertising: 
Still a good friend of the agent—But... ................ December 19 
The case for target marketing through program administrators 
Robert L. Stewart, December 28 


There’s much productivity, little pomp in Pompano 
Robert L. Stewart, February 18 
Insuring interstate 18-wheelers takes some speciai skills 
Robert L. Stewart, March 16 
An agency in paradise attributes success to service 
Dennis H. Pillsbury, April 10 
North Dakota agency becomes largest in the area through mergers, 
service, keeping itself visible Dennis H. Pillsbury, May 18 
Agency grows into mini-giant in small town setting 
Dennis H. Pillsbury, June 14 
A merger between friends results in giant agency 
Dennis H. Pillsbury, July 38 
Professionalism: The driving force Dennis H. Pillsbury, August 8 
A solid reputation and long-term commitment 
Dennis H. Pillsbury, September 18 
This Oklahoma agency emphasizes knowledge of its clients ard 
of the insurance business Dennis H. Pillsbury, October 14 
An agency in a small iown grows through niche marketing 
Dennis H. Pillsbury, November 16 
Association marketing is the key to success for this Alabama agency 
Dennis H. Pillsbury, December 8 
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‘*Man bites dog’’ scenarios—where agents win legal actions 
Donald S. Malecki, CPCU, January 6 


Auto policy provisions vary among substandard carriers 
Donald S. Malecki, CPCU, February 12 


Commercial primary & umbrella policies should have 
common coverage triggers Donald S. Malecki, CPCU, March 39 


Separation of coverages in underlying CGL forms deserves attention 
Donald S. Malecki, CPCU, April 34 


Coverages can sometimes be reduced without subjecting insured to undue risk 
Donald S. Malecki, CPCU, May 54 


Contractor’s equipment floaters—varying policy forms demand careful 
underwriting techniques Donald S. Malecki, CPCU, June 8 


Difference between ‘“‘the insured’’ and ‘‘any insured’’ could have 
a bearing on liabiilty coverage Donald S. Malecki, CPCU, July 34 


Naming additional insureds—proper ID required 
Donald S. Malecki, CPCU, August 34 


Proper maintenance of insured’s sprinkler system should not 
be taken for granted Donald S. Malecki, CPCU, September 32 


Sidestepping risk management pitfalls when dealing with construction risks 
Donald S. Malecki, CPCU, October 36 


Careful research pays off when offering earthquake coverage 
to commercial clients Donald S. Malecki, CPCU, November 60 


Examine builder’s risk policy to determine possible subrogation problems 
Donald S. Malecki, CPCU, December 12 


Specialty Lines 


From fireworks to rock concerts—Is liability coverage making a comeback? 
Robert L. Stewart, January 42 


Before pest control risks ‘‘get under your skin’’. . . 
John Seott, February 22 


Examining alternative markets 
Wallace L. Clapp, Jr., CPCU, February 24 


Aging population bodes well for insuring of nursing homes 
$M nina oS Petar KON HOE wale acl eae a Elisabeth Heitzeberg, CPCU, March 20 


Day care liability: Need for coverage grows, market softens 
Wallace L. Clapp, Jr., CPCU, March 24 


Marketing assistance from wholesalers--It’s worth asking for and utilizing 
Robert L. Stewart, March 29 


Changes at Lloyd’s and in Europe may have impact on U.S. agents 
Phil Zinkewicz, March 36 


Market outlook 1990—Are we at the turning point? 
Wallace L. Clapp, Jr., CPCU, March 42 


Non-profit organizations, often misunderstood, find new 


ways to obtain coverage Mary Lai, March 48 
Antique and classic cars Dennis H. Pillsbury, March 76 


Insurance for philatelists and numismatists 
Dennis H. Pillsbury, March 88 


Wallace L. Clapp, Jr., CPCU, April 44 


Insuring the friendly skies and their inhabitants 
Rebert L. Stewart, May 68 


A movie star’s dress, other exotic risks may be covered in E&S market. . . 
Phil Zinkewicz, June 24 


Controlling the professional liability risk 
Wallace L. Clapp, Jr., CPCU, June 40 


Directors and officers can come back to the conference table: D&O lives! 
Wallace L. Clapp, Jr., CPCU, July 12 


Insuring the lifestyles ef the comfortable and prosperous 
Robert L. Stewart, August 46 


Robert L. Stewart, September 42 


Robert L. Stewart, October 48 


Insuring public entities—markets are available 
Wallace L. Clapp, Jr., CPCU, November 52 


Lawn service and landscaping—a market with potential 
Dennis H. Pillsbury, December 46 
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